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BETTER NOT TO ASK? 





Anti-Trust Unit To 


Divergent Strategies Develop On Quiz Commissioners 


By ROBERT B. MITCHELL 


NEW YORK—Two divergent strat- 
egies are developing among companies 
that are troubled by the lack of clari- 
ty in New York’s new regulation 39, 
aimed at curbing high early cash 
yalues and minimum deposit abuses. 
These companies include not only 
those that have been issuing such poli- 
cies but many others that feel the di- 
rective is so broad that policies and 
plans hitherto unobjectionable might 
be held to be contrary to regulation 39. 

One of these general strategies is 
trying to get the department to clari- 
fy, preferably by an interpretive rul- 
ing, the cloudy portions of the regula- 
tion. In the absence of such an 
interpretive bulletin, a company favor- 
ing this approach would resort to con- 
ferring with department officials and 
getting at least an informal interpre- 
tation applicable to its situation and 
what it proposed doing. 


Gets Fast Answers 


This approach has the advantage, at 
least in theory, of getting the fastest 
answers and permitting the company 
to set its course fairly promptly, and 
without the threat of departmental 
interference hanging over its head. 

The other strategy runs like this: 
Decide, on carefully considered legal 
grounds, just how the regulation 
should be construed as affecting the 
company’s operations. If it appears 
that the regulation would prove 
troublesome, either in connection 
with high early cash values or any 





McSurely Succeeds 
Ebelhardt At Denver 


ForNatl.Underwriter 


J. Robert Ebelhardt, Rocky Moun- 
tain manager for the National Under- 
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J. E. McSurely Jr. 


J. R. Ebelhardt 


Writer Co. since Feb. 1958, will re- 
linquish that post Sept. 1 and assume 
ew duties in the sales department at 
ne Company headquarters in Cincin- 








His successor will be James E. 
McSurely Jr., for the past four years 
assistant to the sales director. He is 
a graduate of Miami University and 
. Xavier University graduate school. 

¢ will take over his new post Sept. 1, 
with headquarters at 234 Common- 
wealth Building, Denver. 








Getting Regulation 39 Clarified 


other company activity, then decide 
whether the department has sound 
legal ground for those points in its 
directive. Then proceed on the indi- 
cated course and leave the next move 
up to the department. 

The chief reason why a company 
would be likely to favor the second 
approach over the first is that asking 
department officials in advance for 
interpretations makes it easier for 
them to lean toward the more restric- 
tive construction, where there is an 
ambiguity, than if a company just goes 
ahead and does what it thinks it has 
a right to do and leaves the depart- 
ment the job of refuting it if it seems 
wrong. It is for this reason that it 
might be dubious wisdom for Life In- 
surance Assn. of America to seek an 
official clarification of the ruling from 
the department. 

Except for the final section, which 
specifies the effective date as being 
Nov. 1, 1959, every one of the six sec- 
tions of the regulation is regarded as 
seriously in need of clarification. 


What Is Essentially Similar? 


Section 1 prohibits a company from 
departing from its regular pattern of 
cash values to provide more favorable 
early cash and loan values on certain 
policies than on other “essentially 
similar” policies. But what are the 
department’s criteria of essential simi- 
larity? 

Also, since this section does not 
apply extraterritorially, it appears to 
permit a company to issue a “dis- 
criminatory” high early cash value 
policy for sale outside of New York 
state without jeopardizing its New 
York license, but there is some doubt 
that a domestic company would be 
permitted to sell a “discriminatory” 
policy for delivery only outside the 
state, even though an_ out-of-state 
company would not be challenged. 

Section 2, which puts the expense 
limitation squeeze on minimum depo- 
sit plans through section 213, applies 
extraterritorially and there is quite 
widespread belief that in picking out 
of the air a completely new defini- 
tion of what constitutes “premiums” 
the department has exceeded its statu- 
tory authority, for in effect its posi- 
tion is, “a premium is whatever we 
define it to be.” Critics of this section 
point: out that a minimum deposit 
plan can just as easily be arranged by 
a bank loan, in which case the full 
premium is included in computing the 
company’s expense margins. 

The basis for questioning the de- 
partments’ legal right to apply section 

(CONTINUED ON PAGE 19) 


Hegarty Mass. Deputy 


Gov. Furculo of Massachusetts has 
appointed Joseph P. Hegarty Jr. deputy 
insurance commissioner. 

In his eight year insurance career, 
Mr. Hegarty has been in claims ad- 
justing for Aetna Casualty and in legal 
work for Nationwide Mutual. 





Commissioners McConnell of Cal- 
ifornia, Parker of Virginia, Hammel of 
Nevada and Knowlton of New Hamp- 
shire will testify at the hearing of the 
Senate anti-trust and monopoly sub- 
committee in Washington on Aug. 26. 

On Aug. 25, National Assn. of In- 
surance Commissioners’ committee on 
preservation of state regulation will 
hold a prehearing meeting in Washing- 
ton. Members are Mr. Knowlton, chair- 
man; Gerber of Illinois, vice-chairman; 
Hayes of Louisiana, Smith of Penn- 
sylvania, Thacher of New York, Howell 
of New Jersey, Smith of Delaware and 
Mr. McConnell. Attending the meeting 
ex-officio will be Mr. Hammel, presi- 
dent of NAIC, and Mr. Parker, chair- 
man of its executive committee. Julius 
O. Wikler, former New York superin- 
tendent, who is counsel to the commit- 
tee, will also attend. 


Great American Reserve 
Buys Fire, Casualty Co. 


All of the stock of Capital of Austin, 
Tex., which discontinued writing busi- 
ness last year, has been purchased for 
$274,673 by Great American Reserve 
of Dallas, which is headed by Travis 
T. Wallace. According to C. H. Lang- 
deau, statutory receiver and liquida- 
tor for the Texas department, re- 
ceiver’s claim to 20,000 shares of Capi- 
tal stock as an asset of Highway Ins. 
Underwriters, a reciprocal which went 
into receivership May 21, 1958, had 
been perfected. 

Sale of the company was approved 
by Commissioner Harrison and it will 
be moved to Dallas and operated under 
its new charter name of Great Amer- 
ican of Dallas F.&C. Mr. Langdeau 
stated that approximately $300,000 has 
been recovered in the liquidation of 
Highway, which has claims filed 
against it for $1,180,000. Also, a suit 
against Eagle Reciprocal Exchange 
was necessary to secure title to all of 
the stock of Capital. 

Mr. Wallace will serve as president 
of the life company’s running mate 
and all officers and a high percentage 

(CONTINUED ON PAGE 19) 


Ohio Finds That It 
Lacks Authority To 
Bar Dual Licensing 


But Nothing Detrimental 
To Public Interest Was 
Found In Investigation 


COLUMBUS, O.—Insurance Super- 
intendent Stowell has ruled that his 
office hasn’t the 
authority to en- 
force a _ proposed 
ruling that would 
ban the licensing 
of the same per- 
son to sell both 
life insurance and 
securities in Ohio. 
He said it would 
probably require 
legislative action 
to prohibit the 
practice. 

At the hearing 
June 23-25, Mr. 
Stowell heard proponents of the ban 
contend that one person could not do 
justice to both life insurance and 
securities because of the degree of 
specialization needed to be competent 
in either field. Metropolitan Life was 
among those in favor of the ruling. 


Nationwide Life Objected 


On the other side it was argued that 
dual licensing is desirable because it 
permits an agent to be impartial in 
offering a prospect either insurance or 
securities, thus tailoring the prospect’s 
estate building plan more closely to 
his desires and needs. Nationwide Life, 
which has several hundred agents 
licensed dually in Ohio, was one of the 
principal opponents of the rule. Na- 
tionwide Life agents sell shares in 
Mutual Income Foundation, a mutual 
fund. 

Mr. Stowell said that in his opinion 
the testimony presented at the hearing 
failed to show that dual licensing is 
detrimental to the public interest. 

The insurance department feels, 
however, that the distribution of 

(CONTINUED ON PAGE 17) 
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Scene, shot on 
location from Na- 
tional Life of Ver- 
mont’s 28-minute 
film, “Green Moun- 
tain Legacy,” is 
short sequence on 
the company’s 
founder, Dr. Juli- 
us Dewey, played 
here by actor Will- 
iam Stevenson in 
top hat. In photo, 
filmed at Ver- 
mont’s Shelburne 
Museum for au- 
thentic 19th centu- 
ry background, ex- 
pectant father 
rushes out of house 
to hold horse for 


made for National Life, will be released 


nationally in connection with the opening of the company’s home office building 


soon to be completed in Montpelier. 
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Atlantic's Sales 
$8 Million Ahead, 
Agents Are Told 


Atlantic Life’s new business to the 
latter part of July was $56 million, up 
approximately $8 
million. Assets | 
have risen to over 
$102 million, Pres- 
ident Robert V. 
Hatcher, told some 
225 field and home 
office personnel 
and special guests 
at the company’s 
five-day conven- 
tion held in Rich- 
mond and Will- 
iamsburg. 

Mr. Hatcher said 
92 field men received special awards in 
recognition of their records. 

The convention marked the opening 
of Atlantic’s new home office, complet- 
ed in June at a cost of $2% million. The 
building is unique in that it is built 
over a three-story garage in the center 
of downtown Richmond, the only build- 
ing of its kind in the area. 

The convention included presenta- 
tion of new sales aids, a health insur- 
ance symposium, a panel discussion of 
sales experiences and a breakfast for 
national quality award winners. 


2 Officers Retire, 


2 Are Advanced At 


Provident Mutual 

PHILADELPHIA—Charles E. West, 
vice-president and actuary of Provi- 
dent Mutual, and Leon A. Hamilton, 
vice-president and general counsel, 
will retire Aug. 31. 

Actuary B. Franklin Blair has been 
appointed vice-president and actuary 
and Edwin E. Weller, associate coun- 
sel since 1954, has been advanced to 
general counsel. 

Mr. West has been with Provident 
Mutual 46 years and became vice- 
president and actuary 3% years ago. 
He is a fellow of Society of Actuaries. 
Mr. Hamilton joined Provident Mutual 
in 1922 and became vice-president 
and general counsel in 1956, after 
serving as general counsel since 1953. 

Mr. Blair joined the company in 
1931 and was named actuary in 
1958. Mr. Weller has been with the 
company since 1936. 





Robert V. Hatcher 


FeNATIONAL UNDERWRITER 


United Press Discovers ‘Unique 
Service®: Invading Cash Values 


United Press International recently 
put out the following piece of “news,” 
describing a “unique service” which 
life insurance readers will recognize 
as typical of the widespread invasion 
of life insurance cash values that is 
taking place in connection with the 
sale of mutual funds and other equity 
securities. 


CHICAGO—An investment coun- 
selor predicts that the growing desire 
of the American public for a return 
on savings will force life insurance 
companies to revamp their policies 
“within the not too distant future.” 

Michael D. Marcus, head of an in- 
vestment counseling firm bearing his 
name, has been advocating to his 
clients for the past four years that 
they can “make better use” of the 
money they spend on life insurance 


premiums. 
“The American public is definitely 
insurance conscious,” Marcus said, 


“but they also want protection against 
the dollar-shrinkage of inflation. 

“Insurance companies are gradual- 
ly realizing that in order to meet the 
public’s needs, they will have to gear 
their life insurance policies so that 
policyholders will be able to use their 
budgeted savings to buy both life in- 
surance protection and investment se- 
curities, which can counteract the ef- 
fects of inflation.” 


Provides Service 


Marcus’ firm has been providing a 
unique service to its customers, mak- 
ing use of a person’s life insurance 
policy. 

Here’s how Marcus’ program works: 

He suggests his clients buy securi- 
ties with the money they have been 
paying annually for life insurance, 
while they maintain their insurance 
coverage by financing the premiums. 

A typical client, a man of perhaps 
35 who has been paying annual prem- 
iums of about $1,200 a year for life 
insurance, has coverage amounting to 
$50,000 or more at this age, accord- 
ing to Marcus. 

If the man can borrow this premi- 
um, he will then have $1,200 free for 
investment. Marcus selects securities 
for him on the basis of several con- 
siderations: his income and earnings 
expectations, his family status and his 
present assets and future plan. 

Then he advises the purchase of se- 
curities, probably at three-or-four- 





Capt. H. L. Mil- 
ler, commanding 
officer of the 
U.S.S. Hancock, 
and Robert E. Dye, 
new superintend- 
ent of general 
agencies for John 
Hancock’s western 
division, admire 
the 49-star flag 
that Mr. Dye pre- 
sented to the ship 
in San Francisco 
recently. The event 
was of special in- 
terest to Capt. 
Miller, in that the 
49th star represents Alaska, 


ne ; " yo ood 
his home state. The money to.-build the Hancock, 





which was commissioned in 1944, was raised entirely by a war bond campaign 


underwritten by John Hancock Life. 


month intervals, to a total of $1,200 
for the year. 

Meanwhile, he arranges a loan for 
the premium on the client’s $50,000 in- 
surance policy, Marcus added, using 
the cash value of the policy and some 
of the new securities as collateral. 

The only out-of-the-pocket cost of 
the insurance then, is interest on the 
loan—at 5% that would amount to 
$80 for the year, Marcus said. 


Mutualization Effected 
By Ohio National Life 


Complete mutualization of Ohio 
National Life has been achieved on the 
eve of the company’s attaining $1 bil- 
lion of insurance in force. 

The mutualization program, accord- 
ing to President M. Rey Dodson, has 
been under way since 1941, when stock- 
holders and policyholders adopted a 
resolution approving the plan. The 
process was delayed by litigation by 
some stockholders until a favorable 
court decision enabled the company 
to call in stock in 1949. Since the pro- 
cess of transferring ownership to poli- 
cyholders began, 82,858 shares of out- 
standing stock have been retired at 
the cost of $3.3 million. 


Southwest Management 
Conference Dates Set 


The annual Southwest Management 
Conference of GAMC will be held at 
Dallas, Sept. 11-12 at the Statler- 
Hilton. Gordon Durden, Pan-American 
Life, and J. Frank Smith, Southland 
Life, both of Dallas, are chairman and 
vice-chairman, respectively. 

Speakers include John Buda, man- 
ager New England Life, Detroit; For- 
rest J. Curry, general agent Penn Mu- 
tual Life, San Francisco; Ralph G. 
Nichols, head of communications pro- 
gram University of Minnesota; Charles 
H. Schaaff, executive vice-president 
Massachusetts Mutual Life; S. Rains 
Wallace, director of research LIAMA, 
and B. N. Woodson, president Ameri- 
can General Life. Banquet speaker is 
Willis McDonald Tate, president 
Southern Methodist University. 


RICHARD C. HEVERLY is the 
name of Massachusetts Mutual’s new 
district manager at Eau Claire, Wis., 
and not Richard C. Beverly, as given 
in a news release and printed in an 
item in last week’s issue. 

American Mutual Life of Des Moines 
in July had a 12% increase in paid- 
for ordinary business over July of last 
year. 





Underwriters Handbook 
Of Indiana Published 


A new Underwriters Handbook of 
Indiana has just been published by 
the National Underwriter Co. It pro- 
vides complete and up-to-date in- 
formation on the agencies, compa3- 
nies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Indiana 
Handbook may be obtained from the 
National Underwriter Co. at 420 East 
Fourth Street, Cincinnati 2, Ohio. 
Price $12.50 each. 











Aetna Life Readies 
A&S Contracts With 


Renewal 


Aetna Life on Sept. 1 will intrody, 
new A&S policies, including “goy,,, 
citizen” hospitalization coverage yi 
lifetime renewal guaranteed for be. 
sons aged 60 and over, expanded a; 
guaranteed renewable for life hog) 
tal and surgical plan for those ynje 
60 and a non-cancellable income pp, 


tection plan. 


With all three policies, Aetna is jp, 
a new 
premium discounts. Policyholders wil 


troducing 


August 22, 1954 


Discounts 








feature—reney, 


pay less for the insurance after th. 


first year. The 


discount on the fi, 


policy anniversary will be 5%, i. 
creasing to 10% the second year, | 
Two Policies For 60-Plus 

Two plans, providing for either at 


or 60 days of hospitalization benefi; 
for an illness or injury, are availahh 
under the special senior citizen qy. 
erage. Daily hospital benefit amou 
are $5, $7.50 or $10. Surgical benef 


range to $300 


emergency hospital expenses are ; 
maximum of 10 times the daily hg. 
pitalization limit. 

The regular hospitalization plan, d. 
signed for persons aged 16 throug 
59 and covering dependent children ty 
age 22, provides as much as a {ij} 
year of hospital benefits for ea 
illness or injury before age 65, and 
days’ hospitalization thereafter. Dail 


benefits range 


miscellaneous or emergency expen: 
limits are 20 times the daily rat 
Maternity benefits under this policy 


are five times 
the first year, 


Surgical benefits go as high as $606. 
Mainly Non-Medical 

Both hospitalization plans will 
available to most people without prio 
examination. 
privileges in the plans allow depeni- 
ents of the policyholder to purchav 
similar policies, 


physical 


with the same 


come over-age, 
physical condition at the time. 


In addition 


coverage will remain in force as lon 
as the policyholder desires, the life- 
time renewal feature provides that the 


cost for one 


raised unless it is increased for al 

others in the same classification. 
The non-cancellable, guaranteed re 

newable income protection plan pr 


and miscellaneous ¢ 


from $5 to $20 an 


the daily rate durin 
10 times thereafter, 


Conversion 


but not necessarily 
limits, when they be 
regardless of their 





to guaranteeing nf 


individual cannot be 





vides a monthly indemnity of fro 
$100 to $500, death and dismember 
ment indemnity from $1,000 to $2; 


000, depending on the policyholder 
option and his occupational classific 


tion. 


Variety Of Income Periods 
The plan provides a variety of il 


come payment 


one year to life for disabling accidents 


up to 10 years 
icyholder also 
waiting periods 


periods ranging frm 





for sickness. The pol 
may select  specifie 
for payments to st 


if his salary or other income will co 
tinue for a time after his disabilij 
begins. The waiting periods reduté 
premiums proportionately. 

Since the coverage is both non-cal 
ceilable and guaranteed renewable, #4 
company must renew the policy at ¢ 
below the original premium throug 


the normal retirement age of 65, whe 
the coverage terminates. 
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Assurance of Insurance’ 





LIFE INSURANCE EDITION 


Lutheran Mutual’s Family Plan 


now 
makes _ 
available eee 





for 








At Lutheran Mutual, we believe that everyone is important. For 
that reason our Family Plan was designed in such a manner that individual 
policies could be written to fit the particular needs of each family member. 


For the same reason we are now emphasizing that parents guarantee 
the insurability of their future children. This new feature of the Family Plan 
assures parents that a policy may be written on a newborn baby -- RE- 
GARDLESS OF HEALTH and without evidence of insurability -- between 
the fifteenth day and the third month after birth. This agreement is now 
available in most states and it is of particular advantage to young Lutheran 
families. Group billing is available if desired. 


This is an example of one of our up to date policies. Add to that the 
latest sales aids including audio-visual films, selling in a select market 
backed by a Home Office where you are a FIRST name, not a number, and 
you will have some of the advantages our Lutheran Mutualmen enjoy. If 
you are a Lutheran why not see what Lutheran Mutual can offer you. Con- 


tact C. O. McGee, CLU, Director of Agencies. 


future 


_ children. 








Lutheran Mutual Seeeenessereee 


Home Office e Waverly, lowa 
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FRieNATIONAL UNDERWRITER 


Multi-Corporate Variable Annuity 
Setup No Longer Seen As SEC Goal 


WASHINGTON—Variable annuity 
company executives believe that as a 
result of further conferences with Se- 
curities & Exchange Commission of- 
ficials it will be possible to set up a 
variable annuity insurer as a single 
corporation. 

As the result of conferences with 
the SEC, Variable Annuity Life of 
Washington, D. C., has submitted a list 
of requested exemptions from the in- 
vestment companies act of 1940, in the 
belief that these exemptions embody 
the conclusions arrived at informally 
in conferences with SEC staff mem- 
bers. If the exemptions receive the 
formal approval of the staff members, 
they will go to the commissioners for 
approval. An abridged version of the 
requested exemptions follows. Other 
exemptions were given in the first half 
of this article which appeared in last 
week’s issue. 


VALIC has_ outstanding 275,000 
shares of class A non-voting capital 
stock, par value 90 cents per share, 
and 6,250 shares of class B voting 
capital stock, par value 40 cents per 
share. Dividends may not be paid on 
the class B stock until a total of $10 
per share has been paid on the class 
A stock; thereafter each share of each 
class of stock is entitled to its pro- 
rata portion of each dividend paid. 

In case of voluntary or involun- 
tary liquidation, the holders of class 
A stock are to receive $5 per share 
before any distribution may be made 
to the holders of class B stock; after 
such initial distribution remaining 
assets are to be distributed ratably 
among the holders of both classes of 
stock. 

The dividend and liquidation pre- 
ferences of the class A shares presum- 
ably make them a “senior security” 
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If you'd prefer to prospect a bunch 

at a time, get yourself a group case. (It’s easy 
if you use an Occidental Small Group 
package plan.) You'll automatically have 
the inside track to individual policy sales 
among your certificate holders. 


Here’s another thing. Surveys show that people 
covered by Group insurance are more apt to 
buy individual insurance —and in larger 
amounts — than those not covered by Group. 


Why not do your prospecting a bunch at a 
time — with Occidental’s Small Group 
package plans? It’s harvest time all the time. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/W. B. Stannard, Vice President 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals... 


Prospects, like grapes, 
can come in bunches... 


Funny how many insurance men ignore 
this fact and go on harvesting prospects 
the hard way—one at a time. 


. they last as long as you do! 





in relation to the class B shares. How- 
ever, both classes are plainly subordi- 
nate to the interests and claims of the 
variable annuity  contract-holders. 
Therefore, existence of the stock in 
two classes can have no adverse ef- 
fect on the rights of the contract- 
holders. 

The two classes of stock have been 
acquired and will be held, not for the 
purpose of realizing profits from typi- 
cal investment company operations, 
but for such return as may be realized 
from selling and administering vari- 
able annuity contracts (and insurance 
policies within the limits prescribed.) 
The differences between the two 
classes of stock were essential condi- 
tions to the organization and financ- 
ing of the company. Since neither 
contract-holders nor _ stockholders 
would benefit from a forced abolition 
of such differences, exemption from 
section 18 (f) is requested to the ex- 
tent necessary to maintain the two 
classes of capital stock. 


Will Grant Voting Rights 


Section 18 (i). This provision re- 
quires that every “share of stock” is- 
sued by a registered management 
company shall be a voting stock and 
have equal voting rights with every 
other outstanding voting stock. 
Whether the interests of variable an- 
nuity contract holders are “shares of 
stock” within the meaning of this 
provision is debatable. However, 
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VALIC is prepared to grant varig 
annuity contract-holders voting fig, 
on an equitable basis to the ext, 
permissible under the life insyp,, 
act (code section 35-501 (f) ). 

The company would propog . 
grant voting rights in accordance yj 
a uniform standard applicable ty. 
contract-holders. Each contract-ho}; 
er in the pay-in period will be entitig 
to such number of votes as equ! 
cash surrender value of his cont, 
divided by the higher of the book». 
lue or market value of each shar, 
class B stock and each contract-holjs 
receiving variable benefit payme, 
will be entitled to such number, 
votes as equals the value of the reo, 
lar reserves applicable to his cont; 
divided by the higher of the by 
value or market value of a shar ¢ 
class B stock. 


20 Days’ Written Notice 


Such determination and valuatiog 
will be made as of a date Within 
days of the date of the company 
annual meeting. Contract-holders yj 
be given at least 20 days written » 
tice of such meeting and of the ny, 
ber of votes to which they are ¢, 
titled. Only contract-holders who we, 
such on the valuation date and 4 
date of issuance of such notice yj 
be entitled to vote. The proposed pn 
cedure will afford contract-holde 
and stockholders equal voting powe 
based on their respective financial i, 
terests in the company and satistie 
the purposes of section 18 (i). 

District of Columbia code sectiy 
35-525 provides that in the case 
group policies issued by domestic li 
companies the employer is deemed : 
be the policyholder, and if entitled; 

(CONTINUED ON PAGE 15) 
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Dissenis From NALU 
Keogh Endorsement 


Even though National Assn. of Life 
Underwriters has gone on record as 
favoring the Keogh-Simpson bill, the 
measure should not be enacted because 
of its inflationary effect, in the opinion 
of Arthur S. Mitchell, general agent 
of Minnesota Mutual Life in Brook- 
D. 

~~ . letter to the editor of the 
Sioux Falls Argus- -Leader, Mr. Mit- 
chell agrees with the principle of the 
pill in giving to self-employed per- 
sons the same tax incentive for build- 
ing up a voluntary retirement pro- 
gram as employes have who are un- 
der qualified pension plans. 

However, he makes the point that 


' the loss of tax revenues that would 
' result from the Keogh-Simpson legis- 


lation would be a backward step in 
the fight against inflation that is being 
pushed by NALU. 


Calls Aims Incompatible 


“During the entire year, the life 
underwriters and the national asso- 
ciation are doing their best to assist 
by calling to the attention of the 
Congress that you cannot beat infla- 
tion by passing bills that lower the 
taxes or that spend more money that 
can or is being taken in by the 
Treasury Department,” his letter con- 
tinues. “It is our understanding that 
there is a possibility of the govern- 
ment losing several hundred million 
dollars if this bill is passed. In other 
words, the U. S. government will lose 
that much tax money. 

“In the estimation of many life 
underwriters, myself included, we 
cannot be for this bill at the same 












NEW YORK 
107 William St. 








CHICAGO 
175 W. Jackson 
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time and still be for the program of 
the life underwriters association that 
is fighting inflation. In other words, if 
we are going to fight inflation on the 
basis of reducing the expenditures 
and keeping the taxes where they are 
or raising them, then we cannot be 
for a bill that will help us in a busi- 
ness way but still will cost the U. S. 
government one, two, three or four 
hundred million dollars.” 


San Antonio A&H Men Hear 
Of Cooperative Efforts To 


Correct Misunderstanding 


Achievements in correcting misun- 
derstandings and abuses in practices 
of hospitals, insurance agents, and 
doctors were discussed by W. P. 
Hinsch, vice-president and actuary 
American Hospital & Life, at the 
July meeting of San Antonio Assn. of 
A&H Underwriters. He described the 
work of Health Insurance Assn. and 
the Hospital-Insurance-Physicians or- 
ganization to this end. 

Among the points of misunderstand- 
ing which Mr. Hinsch mentioned were 
use of standard reporting form and 
the acceptance of policies for hospital 
admissions without delay. These prob- 
lems are being cleared up through 
conferences, liaison committees to work 
with physicians and hospital adminis- 
trators, and regional workshops, he 
said. 

Resolute Credit Life Premiums Up 

Resolute Credit Life reported pre- 
mium volume in the first half of 1959 
already has surpassed the 1958 total; 
85% more premiums were collected 
than in the corresponding period of 
1958. 
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Natl. Underwriter 
Names R. W. Rieke 


Raymond W. Rieke Jr. has been ap- 
pointed Pacific coast manager of the 
, National Under- 
writer Co., effect- 
ive Sept. 1. He will 
be regional sales 
manager for Cali- 
fornia, Washington 
and Oregon and 
will have offices in 
Los Angeles and 
San Francisco. 
Before joining 
the National Un- 
derwriter, Mr. 
Rieke was district 
sales manager for 
two years for R. L. Polk & Co., and for 
eight years district sales manager for 
Reuben A. Donnelley Corp. 


Md. Blue Cross Rates Up 


Commissioner Sears of Maryland has 
approved a Blue Cross rate increase of 
19.9% effective Oct. 1. The plan had 
sought a 24.5% rise. In his order, Mr. 





R. W. Rieke Jr. 









one of the 


best 
nd.. of the 
usiest 


Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. 





why this is so— and Central 


important one is true graduated premium on all plans 
The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that's 
making “One of the Best’ one of the busiest, too! 


Central Afe 


(except single premium). 


COMPANY, 
yes 


ASSURANCE 
Progressive and competitive, 


at the expense of financial «security 
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Sears directed Blue Cross to scrutinize 
hospital bills to prevent payment of 
charges that should not have been in- 
curred. 

He also rejected a proposal for a 
special deductible feature in contracts, 
under which a patient might pay as 
much as $75 in hospital costs and pay 
15% less than the standard premium. 

Blue Cross and hospital operations in 
Maryland are being investigated by a 
special legislative council committee. 


Great-West Life Offers 


Insurability Option 

Great-West Life has added a guar- 
anteed insurability rider to its port- 
folio. 

Two differences from the typical 
guaranteed insurability benefit feature 
the plan. The first is a higher maxi- 
mum—$15,000—rather than the usual 
$10,000, available at each option date. 
Secondly, the company will permit the 
addition of the rider to its increasing 
juvenile policy. The option is issued 


from age 0 to 37. It gives the insured 
the option to buy at ages 25, 28, 31, 
34, 37, 40, depending upon his age at 
the time of purchase. 











There are several reasons 
Life agents agree that an 
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ASSETS | $165 Million 

SURPLUS | $133, Million 

INSURANCE $550 Million 
IN FORCE 










AT N. Y. . LIFE 


‘Total Marketing’ 
Ups Appointing Of 
Manager Trainees 


NEW YORK—New York Life has ap- 
pointed 17 management assistants, who 
will complete a six months’ manage- 
ment training program at the home 
office. This large number of appoint- 
ments is in line with New York Life’s 


companying accelerated opening of 
new sales outlets. 

The management assistants, who 
have all served as assistant managers, 
are: 

LeRoy A. Bissell, Bridgeport, Conn., 
John C. Brice, St. Petersburg, Fla., 
Paul D. Buck, Elmira, N. Y., Kenneth 
W. Deason, Cedar Rapids, Ia., Richard 
C. Flory, Pittsburgh, Arthur J. Gasen- 
ica, San Diego, Norman K. Graham, 
Regina, Sask., Robert J. Kapish, Akron, 
Stanley H. Kerestes, Miami, Eugene E. 
Letson, Phoenix, Charles W. Letzgus, 
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New York City, Robert C. Pucci, Chic- 
ago, V. Dale Seat, Oklahoma City, Don- 
ald Tierney, Rochester, Minn., and 
Thomas Tsaggaris, Clifton, N. J. 


United L.4A. Has 32% Increase 
United L.&A. in the first six months 
of 1959 had a total of new business 
32% ahead of the comparable period 
in 1958, the figures being $48,676,976 
and $36,903,929. Life insurance in 
force stood at $383,491,788 as of June 
30th. Assets were $42,498,807, an in- 
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Irvine Announces 
MDRT Meeting Dat 
For 2 Years Hence 


The 1961 meeting of the Milligy 
Dollar Round Table will be held gy. 


day, June % 
through Thursda; 
June 29, accordin; 







“total marketing” concept and an ac- Arlington, Va., 


George J. Monusky, 


crease of $1,662,339. 
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Why do Mutual Benefit Life agents write pol- 
icies so much higher than the industry average? 

First: Mutual Benefit Life’s personal planning 
for TRUE SECURITY appeals to the man 
who has more to protect and more to spend 
for insurance. 

Second: Mutual Benefit Life provides its 
agents with fast hitting, pre-tested sales aids 
designed to save agents’ and prospects’ time. 

Third: Many Mutual Benefit Life agents 
find it easy to concentrate in the higher income 
professional fields. 










$13,129 
JOHN J. JONES 


Ricaie Date July 17, 1958 
icy Year Date July 17, 
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THE MUTUAL BENEFIT LIFE INSURANCE COMPANY, NEWARK. NEW JERSEY 


POLICIES SOLD BY 
TUAL BENEFIT LIFE AGENTS 
IN 1958 AVERAGED 


129 











By 


Cte iat Becca i actA tt ete, Si 
: ‘ mee meet tea ti mM ee 





And that’s not the whole story! Only 5.7% of Mutual Benefit Life insurance is term. 


For these reasons, and others, the men who 
understand and value life insurance most seek 
TRUE SECURITY from Mutual Benefit Life. 
This also means True Security for the agents of 
Mutual Benefit Life and their families. 


MUTUAL BENEFIT 


The | yf = Insurance Company 
bee fe for TRUE SECURITY 





to James B. Irvi, 
Jr., general ager 
of National Life ,; 
Vermont at Chg. 
tanooga and vig. 
chairman elect ¢j 
the 
Table, who in the 





will be chairmay 
in 1961. 

Mr. Irvine saij 
the MDRT executive committee ig re. 
leasing the 1961 dates nearly two yea 
in advance so as to minimize the pq. 
sibility of conflicts with company co. 
ventions and other meetings thy 
MDRT members would want to atten 

The location of the 1961 meeting wij 
be announced later. 

The 1960 annual meeting will be x 
the Hawaiian Village Hotel, Waikiki 
Beach, near Honolulu, Thursday, Ma 
19, through Monday, May 23. 


J. B. Irvine Jr. 


Valley Forge, American 
Casualty Have Small Grow 
Life And A&S Package 


American Casualty and its life a. 
filiate, Valley Forge Life, have intn- 
duced a small group package pla 
which, according to the companies, e- 
ables agents to write both life ani 
A&sS business “‘on the spot.” 

The life and A&S programs ar 
available to firms employing less tha 
25 persons and give small businesses 
the same benefits enjoyed by large 
companies. The package offers 12 basi 
A&S plans with latest supplementary 
benefits, plus attractive schedules fu 
life coverage. A plan can be custom 
built, premiums quoted and the sak 
completed in one interview, a fat! 
which aids in the writing of grow 
programs and assures greater accoul 
control. 

The life and A&S package is avail 
able in the 20 states in which Vall 
Forge is licensed. The life prograt 
may be offered separately in thes 
states, and the A&S program is avail 
able separately in 49 states and Puetti 
Rico. 
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MEMBER 
COMPANIES 


Bankers Life and Casualty Company 
Chicago 30, Illinois 


Constitution Life Insurance Company 
Chicago 30, Illinois 


Dubuque Fire & Marine Insurance Company 
Dubuque, lowa 


Gotham Life Insurance Company 
New York 38, New York 


Jefferson Life & Casualty Company 


Birmingham, Alabama 


Life Insurance Corporation of America 
Salt Lake City, Utah 


Manhattan Casualty Company 
New York 38, New York 


Marquette Life Insurance Company 
Chicago 30, Illinois 


Protection Mutual Insurance Company 
of Pennsylvania 
Upper Darby, Penn. 


State Insurance Company of Kentucky 
Louisville 4, Kentucky 


State Insurance Company of Tennessee 
Nashville, Tennessee 


ASSETS 


Other Bonds 

Stocks 

Real Estate Owned 
Mortgage Loans 
Loans to Policyholders 


Interest Due and Accrued 


LIABILITIES 


Policy Reserves, Life Insurance 


Premiums Paid in Advance 
All Other Liabilities 


Reserve for Market Fluctuations 
Reserve for Other Fluctuations 
Paid up Capital 

Unassigned Surplus 


Earned Premiums 
Life Insurance in Force 


May we call your attention to the total 
amount of life insurance in force at the 
end of 1958. This figure, $941,577,586.00 
represents a substantial net gain during 
the year and we expect to pass the one 
billion mark during 1959. 


Cash and United States Government Bonds 


Premiums in Course of Collection and Other Assets 


Policy Reserves, Other than Life Insurance 
Reserves for Claims in Process or Unreported 


Equity of Minority Interests in Affiliated Companies 
Equity of Policyholders in Affiliated Companies 


THE MacARTHUR INSURANCE GROUP 





CONSOLIDATED FINANCIAL STATEMENT 
January 1, 1959 


$ 27,678,620.20 
33,528,927.52 
32,249,087.15 
23,163,509.32 
35,739,578.14 
22,547,427.66 
10,646,453.49 
1,188,633.52 
$186, 742,237.00 


$ 72,111,131.66 

18,315,303.29 

22,250,871.07 

12,798,793.73 

14,635,249.55 

881,871.78 

600,076.50 
$ 3,067,238.86 
25,000,000.00 
3,500,000.00 


13,581,700.56 45,148,939.42 


nee 








$170,010,484.55 


$941,577,586.00 





While making great strides in the fife in- 
surance field, the MacArthur Insurance 
Group, with a program of new policies 
and new benefits, continues to strengthen 
its position as a leader in health and ac- 


cident insurance. 











NATIONAL HEADQUARTERS 


4444 West Lawrence Avenue, Chicago 30, Illinois 
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FieNATIONAL UNDERWRITER 


Sees Need For Evaluation Policies In 
Underwriting The Postoperative Cardiac 


The increasing number of applica- 
tions for life insurance from persons 
who have undergone cardiac surgery 
indicates that within a few years de- 
finite steps will have to be taken in 
order to establish policies for evaluat- 


ing applicants, according to Dr. E. M. 
Stevenson, medical director of State 
Farm Life. 

Addressing Chicago Home Office 


Life Underwriters Assn., Dr. Stevenson 


said that underwriters are primarily 
interested in patients who have 
achieved a normal status rather than 
those who have obtained only an im- 
provement in their cardiovascular 
problem. “It is true, I believe, that 
some of these patients, postoperative- 
ly are actually cured in the fullest 
medical sense; however, many others 
are only helped, perhaps, for a time.” 
He said he did not believe that any 


general rules can be laid down in con- 
sidering the person who has undergone 
an attempt at surgical correction. Each 
case must be individually evaluated. 


Lists Etiologic Factors 


He enumerated the six primary 
etiologic factors of heart disease which 
constitute better than 90% of those 
conditions for which patients seek 
treatment: Congenital heart disease, 
infectious heart disease, arteriosclero- 
tic hypertensive type of heart disease, 
coronary disease, thyroid disease and 
other infections such as diphtheria and 
luetic disease. “In my judgment, we 





They’re a wide-open market... 





the young men on their way up! 


And you can reach the cream of this dynamic market right now 
new GRADED PREMIUM WHOLE LIFE PLAN. 
Here’s a program that’s created especially for the young man 
starting out in the business world. It’s realistic . 
it’s designed to provide immediate protection, 


with Security Mutual’s 


unique... 


at a sensible low cost. 


Here’s how it works. 


Security Mutual’s GRADED PREMIUM WHOLE LIFE PLAN is 
no special restrictions. Premiums start low, grade 
slightly upward in equal amounts over a ten-year period, then 
level off and remain constant. Premium rates may be 
reduced by quantity allowance! 
With this plan anyone can afford more life insurance protection, 
immediately! It even provides first year dividend and early cash values. 


flexible... 


And get this!.. 


Face value of policy remains the same from first day on! Any basic 
plan can be changed to produce greater retirement value! 
You’ll find Security Mutual’s GRADED PREMIUM WHOLE LIFE PLAN 
a powerful selling force! Why not take advantage of this 
opportunity to “cash in” on the wide-open young men’s market?? 
Contact your Security Mutual general agent today. 
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81 EXCHANGE STREET, BINGHAMTON, N. Y. 
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are presently limited to the unde. 
writing possibilities of appli ations jy 
the group of patients who have unde. 
gone surgery for congenital! lesions” 
Of these, he said he thought the 
strongest possibilities for underwr, 
ing on some basis were: Patent ductus 
arteriosis, atrial septal defects, venty;, 
cular septal defects, coarctation of the 
aorta and tetralogy of fallot. 
“Undoubtedly some of these peop, 
who have been denied protection jp 
the past can be underwritten standay 
some of them will be substandard fy 
a period of years with the Possibility 
of reducing or eventually removing 
their rating, and many of them yj 
be grossly substandard to decline, Wig, 
further advances in  cardiovascyly 
surgery, other conditions will probab}; 
be added to the list of congenital cari, 
iac anomalies amenable to surgica 
treatment,” Dr. Stevenson conclude 


Reliance Life Of Ga. To 
Merge With Kennesaw L.44, 


Reliance Life of Georgia plans , 
merge into Kennesaw Life & Accident 
according to officers of both companig 
The merger proposal, already approve 
by the directors of each company, yj 
be presented to stockholders in the neg 
future. 

Kennesaw Life, through the merger, 
will be able to extend its operation; 
into Tennessee, Alabama and Louis. 
iana. It is presently licensed in Georgiz 
and South Carolina. The merged com. 
pany will have more than $74 milliop 
of insurance in force, assets in exces 
of $2.3 million and surplus of mor 
than $1.4 million. 

This is the second company mergei 
into Kennesaw during 1959. Investor; 
Life merged with it in June. 


United Life & Accident Business 
Increases 32% In First Six Months 
United Life & Accident total new 
business during the first half of 1959 
was $48,676,976, a 32% gain. Ordinary 
new business was $44,544,139, as com- 
pared to $34,686,480 in the first six 
months of 1958. Assets increased $1, 
662,339 since year-end 1958 to $42- 
498,807 on June 30. Life in force at the 
end of June was _ $383,491,788, as 
against $301,950,779 on June 30, 1958. 


Franklin Life’s field force will honor 
Vice-President and Director of Sales 
Promotion F. J. O’Brien with a four- 
week August sales campaign. 








The Unity Mutual 
Life Insurance Company 
of New York 


Insures 


The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 


policies our specialty. 
6 
L. J. BAYLEY 
Secretary 


E. R. DEMING 
President 


HOME OFFICE—SYRACUSE, N. Y. 
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FieNATIONAL UNDERWRITER. 


Home Office Changes 


Prudential 


John D. Gibson has been appointed 
executive director of agencies at the 
Chicago regional home office. He will 
supervise sales and service activities 
of more than 2,400 district agents and 
managers in Illinois and Indiana. He 
joined Prudential at Detroit in 1936, 
becoming manager of the East St. 
Louis district office in 1951. He became 


associate director of agencies at the 
Chicago regional home office in 1954, 
becoming director of agencies for Il- 
linois the next year. Under his direc- 
tion the region won Prudential’s top 
sales award three times. 


John Hancock 


Aytch M. Johnson II has been pro- 
moted from supervisor at the Bagg 


agency at Fort Worth to field assistant 
at the home office. He has been with 
the agency since 1956. He was the 
winner of the Austin invitational golf 
tournament in 1958 and represented 
the air force in the Leach cup tennis 
competition in 1946. 


Pacific Fidelity Life 
Walter H. Shipley has joined the 
company as manager of claims and 
policy service. He began in insurance 
with Prudential at the Newark home 
office in 1925 and served in progressive 
assignments there and at the Houston 








WHICH KEY OPENS MORE DOORS? The gold CLU key is an 
honored symbol of knowledge and service. It fits no lock, yet it unlocks 
many doors that might otherwise remain closed. MONY salutes those Field 
Underwriters who, through hard work and intensive study, have distin- 
guished themselves by the attainment of the coveted CLU designation. 
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The Mutual Life Insurance Company Of New York, New York, N. Y. 


Sales and service offices located throughout the United States and in Canada 
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and Chicago regional home Offices ;, 
the administration of life and disapjy, 
claims and policyholder service, ~ 


Lincoln National Life 


Delbert Bowles 
has been appointed 





assistant superin- 
tendent of agen- 
cies. He began with 
the company last 
year after previous 
experience in life 
insurance _ selling 
and before that 
was a faculty 
member of Hardin- 
Simmons Univer- 
sity, Abilene, Tex. 
Before going to the 
home office he was a supervisor jn ¢ 
company’s R. E. King agency at Chy 
lotte, N. C. 


Delbert Bowles 


Federal Life 


T. Loyal Anderson was elected gp 
ior vice-president and actuary ang 
member of the finance committee, 4 
has been with Federal Life since oa | 
when he joined the actuarial depzy; 
ment. He later was head of the clay 
department and was elected vig. 
president in 1947. In 1953 he 
elected vice-president and actuary, 
has been a director since 1931 ang 
member of the executive commits 
since 1953. A graduate of the Unive. 
sity of Michigan, Mr. Anderson Wa 
formerly actuary of the Illinois ¢& 
partment. 

Carl Gode Jr. was elected chairma 
of the finance committee. Mr. Gode i 
vice-president and treasurer of Fe 
eral Life. 

Anderson Williamson, formerly x 
sistant counsel, was elected assistan 
secretary and counsel. Mr. Williams 
joined Federal Life in 1954 after hay 
ing been in private practice. 

Raymond R. Blaige was elevate 
from assistant secretary to assista 
vice-president. Mr. Blaige joined th 
company in 1954 and was elected t 
his former post in 1957. He is aks 
manager of the newspaper accider 
division. 


National Life & Accident 


Dr. William P. Coburn has bee 
appointed assistant medical directo: 
For the last five years he has been! 
general practice and surgery at Spo: 
ane, following graduation from th 
University of Washington Medic] 
School and internship at Pierce Coun} 
Hospital, Tacoma. He will have 4 
active part in the medical department 
accelerated program, including so 





NORTHWEST 
LIFE GENERAL MANAGER 
$15,000 + STOCK OPTION 


Small, rapidly growing Life company, housed 
in desirable city, population under 100,0). 


Scope of position: Assume general admins 
trative responsibility for all company de 
partments, special emphasis upon agent] 
building. 

Specifications: age to 45, college man pie 
ferred, with good balance between adminis 
trative and production areas. Prior Home 
Office experience not mandatory. Howevé 
thorough conversancy with all home off 
departmental operations highly important. 


EMPLOYER PAYS SERVICE FEE. 


All inquiries handled confidentially. Write # 
HOW WE OPERATE no obligation to resiste 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
HArrison 7-9040 3 
330 S. Wells St. Chicago 6, 
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Soon we will be making — 
agency appointments in Ohio... 


*American Health Insurance, like its 
present agencies, is growing on a planned progression 
program. In 13 other states it has built outstanding 
agencies—Ohio is next—and as elsewhere, we expect 


to do a good job and a big one. 


Do you belong in our picture? Your 
most valuable asset — to yourself and to us — is your 
local reputation. We know, from our background of 
20 years of sound, specialized experience, that people 
like best to do business with a home town business 
man. To be an American Health Agent you must 
fill that bill—with enthusiasm, integrity and 


diligence. 


The company and agent who specialize 
in personal and family insurance serve the public 
best. By specializing, the company can give its 
policy owners better value, better coverage, better 
service. As a specialist, the agent can develop his 
professional skill, with sufficient time devoted to 
administering service. American Health seeks sub- 
stantial volume at a limited, carefully selected 
number of points—where local service can be pro- 
vided thru local agents who serve the company 
faithfully and the public honorably. Only under 
these conditions is the cost of good local service 


justified. 


If you desire a professional career 
in business for yourself, this is a unique 
opportunity. With thorough training, with full com- 
pany support, and with personal application you 
can give the amount and quality of service to find a 
successful and profitable career. Your career will be 
based on satisfied policy holders. 


*American Health sets a pattern — in 
designing its coverages, in establishing its rates, 
in its underwriting methods—that permits the local 





Managing Agent (who is the company in his terri- 
tory) to pay claims on the spot promptly and with- 
out red tape. Any informed agent is fully aware of 
the importance of prompt claim payments to the 
growth of his business. 


If you are the kind of agent we are seek- 
ing, you'll be delighted to find that American 
Health is your kind of company. You'll want to 
learn more about the very special opportunity we 
have to offer now . . . in Ohio. 


“Where there's a will there’s a way.” 

“Write for our booklets, “The American Health 
Story” and “Automatic Progression Program.” A 
sound, secure, profitable career is available to the 
man who has the will . . . for here is a way. Write 
direct to Agency Department, AMERICAN HEALTH 
INSURANCE CORPORATION, 300 St. Paul Place; 
Baltimore 2, Md. 


Our representative will be in Ohio 
in the weeks ahead. Inquire promptly so 
that you may be included in his plans. 


*A specialist 
insurer with 
a reputation 
for integrity. 
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The Selection Device You've Been 


Waiting For! 
the new R & R PRE-INDUCTION TEXT 
It covers: : 
The Career of Life Insurance Salesmanship 


The High Standards of Life Insurance 
Salesmanship 
How Life Insurance Solves People’s 
Problems 

Where Sales Come From 

How You Learn to Sell 

The Importance of Personal Efficiency 
Completion of the TEXT with its revealing 
questionnaires will tell you things about 
your man you couldn't possibly learn in any 
other way—will help you better determine 
his fitness for the business before you have 
invested time and money in training and 
financing. 
PROCEDURE MANUAL for use by home 
office agency executives, general agents and 
managers also available. 
Prices: 1-4 copies, $2.90 each; 5-24 copies, 
$2.75 each. Larger quantity prices on request. 
PROCEDURE MANUAL: $1.25 
Special Introductory Offer: One copy of both 
TEXT and PROCEDURE MANUAL: $3.50 net 


RESEARCH & REVIEW SERVICE 
of America, Inc. 


HILBERT RUST, C.L.U. President 
(INDIANAPOLIS, INDIANA 
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- Field Changes 


Massachusetts Mutual 


John E. Gregory 
has been appointed 
general agent of a 
new agency at 110 
Halsted Street, 
East Orange, N. J. 
Mr. Gregory joined 
Massachusetts Mu- 
tual in New York 
City in 1939 and 
was appointed su- 
pervisor in 1953. 

Oliver C. Daw- 
kins III has been 
appointed staff su- 
pervisor of the Anthony agency at 
Louisville. He has been in the life field 
since 1952. 





John E. Gregory 


Union Mutual Life 


Frederick P. Jannott has been ap- 
pointed general agent at Albany, suc- 
ceeding Alvin R. Metcalfe, who is 
retiring but will continue with the 












Trained and Equipped 


be. 


The 


The Lincoln Life man is trained to pre- 
scribe properly for his clients’ personal 
insurance needs. And he’s equipped to fill 


his insurance prescription, whatever it may 


Lincoln Life’s thorough sales training 
courses combined with the Company’s ex- 
tremely broad range of Life, Group, and 
Accident and Sickness plans provide more 
reason for our proud claim that LNL is 


geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 4, 


Fort Wayne, Indiana 


Its Name Indicates Its Character 
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agency on a part-time basis as as. Hecentl} 
sociate general agent. ngand 
Mr. Jannott was previously an agen: Mor his 
of Berkshire Life and before entering init, av 
life insurance was purchasing agent gf (Dollar 
a machine tool corporation. He is ; Menglane 
past president of Menands Rotary (jy, ssn. d 
a former director of the Albany Cham, ihe cor 
ber of Commerce and a former op. 
missioner of Boy Scouts. He serveg a 
chairman of the water safety commj. | 
tee and the local Red Cross. 


Franklin Life 
Quinten H, 
Edwin L. lame 
and Lawreng 
Mascarenas have 
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general agents 4 

Hutchinson, 
Hibbing, Minn, 
and Duluth, mm 
spectively. yy 
Ham and Mr, Lam. Clark 
mi had been with 
Prudential, angqthe Ma 
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las Operated his consulté 
own general insurance agency at Dy. field tr: 
luth. a CLU. 
John B. Copeland Jr. has been name §_ 40h" 
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New Yt 
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1956. H 
Hackens 
division 
James 
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to train 
at Milw 
in 1949 
since 19% 
Rayno 
pointed 
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° : the com 
General American Life fy.iiona 
Harold R. Dormada has been ap-§ J. P. | 
pointed general agent of a new agency fmanager 
in St. Petersburg. Its operations are fder J. L 
expected to expand to include the fis secret 
Tampa, Sarasota and Lakeland areas. fgon Life 
For two years Mr. Dormada has been 
with State Mutual Life as _ assistant 
general agent at St. Petersburg. 








Quinten H. Ham 





regional sales director at Tulsa. He 
was general agent at Fort Smith, Ark. 

E. H. Walker has been named general 
agent at Key West, Fla. He joined 
Franklin in 1957, after retiring from 
the navy. 


Nine | 
feroup pe 
New Yor 


New England Life 


Charles P. Davey has been promoted tion 
to associate manager of the Budip,, Lat 
agency at Detroit and will have charge The me 
of a new district office at 15900 West ‘ 
MeNichols Road. He joined the com- 
pany as sales director in 1957 and was 
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MANAGEMENT |= 
a CONSULTANTS | 
O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 


































CONSULTANTS 


IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 


FRANK LANGEAA 


ONE NORTH LASALLE ST. 
CHICAGO 2, ILUNOIS 




















t 22, 19 Brugust 22. 1° °9 





ASS as ag, Bocently chos¢ 


ngand’s TOC 


ly an agent Mor his work 1: 


Te enter; 


nit, and for © 
NS agent y Epollar Rounc 


n. He ig; england Hall hors 4 
otary chi = during his first five years with 


any Cham. the company. 


Mer com. 
€ served a 
‘ty Commi. 


Lawreng 
Nas hays 
2P Pointe 

agents 3 


been with 
‘ial, and 
aSCarenas 
erated his 
ney at Dy. 


been name 





iscarenas 


Tulsa. He 
mith, Ark. 
ned general 
He joined 
iring from 


Life 

been ap- 
ew agency 
‘ations are 
iclude the 
land areas. 
a has been 
s assistant 
rg. 





Clark B. Fuller 


consultant in 


who 
brokerage 
1956. He started with Prudential at 
Hackensack, N. J., in 1953, becoming 
division manager there in 1955. 

James A. L’Heureux, staff manager 
at Marinette, Wis., has been promoted 
to training consultant for Wisconsin 
at Milwaukee. He joined Prudential 
in 1949 and has been at Marinette 
since 1953. 
Raynold L. Peterson has been ap- 
pointed staff manager of the 
Moines district agency. Before joining 
the company in 1950, he was with 
National Benefit Hospital Ins. Co. 

J.P. Symons has been named staff 
manager in charge at Bend, Ore., un- 
der J. L. Allen, manager. Mr. Symons 
is secretary-treasurer of Central Ore- 
gon Life Underwriters Assn. 


as runner-up for New 
of the year 
supervising the 18-man 
ualifying for the Million 
Table 

' Fame 


award 


and the New 
and Leaders 


Prudential 


Clark B. Fuller 
has been named 
manager at Des 
Moines. He has 
been manager of 
field training for 
seven north central 
states in the Min- 
neapolis regional 
home office terri- 
tory. He _ joined 
the company at 
Wabasha, Minn., in 
1952, became divi- 
sion manager in 


the Mankato branch of, the St. Paul 
agency in 1954, was named a training 
1957 and manager of 
field training five months later. He is 
a CLU. 

John A. McNulty, manager for Pru- 
dential at New York since 1929 and 
with the company since 1922, will re- 
tire Aug. 31. He is a CLU, past presi- 
dent of the Mid-town Managers Assn. 
in New York, New York Athletic Club, 
New York West Point Society and is 
an honorary trustee of the Assn. of 
West Point Graduates. 

Succeeding him is Joseph P. Mc- 
Nulty, his son, 
agency’s 


the 
since 


has been 
manager 


Des 


New York Life 


Nine promotions and transfers of 


fe Leroup personnel have been made by 


1 promoted 
the Buda 
ave charge 
5900 West 





New York Life as part of the organiza- 
tion process for its new marketing 
department. 


The changes include George H. 


the cam: Bemus, from home office group rep- 


Tesentative, 


Washington, to 


district 


stoup manager, Pittsburgh; William 








Calligan, from district group manager, 
Milwaukee, to district group manager, 


LIFE INSURANCE EDITION 


Chicago; Dwain Cook, from district 
group manager, Dallas, to district 
group manager, Atlanta; John E. Dun- 
lavey, from assistant to district group 
manager, Washington; Bruce Pass, 
from assistant to district group man- 
ager, Los Angeles; James A. Pearce, 
from home office group representative 
to district group manager, Milwaukee; 
Raymond J. Reed, from district group 
manager, Allentown, to assistant dis- 
trict group manager, Washington; 
Lloyd S. Ruland Jr., from home office 
group representative to assistant dis- 
trict group manager, Los Angeles, and 
John Wolf, from home office group 
representative to district group man- 
ager, Dallas. 


State Mutual 


Harry W. Somers has been appointed 
manager at White Plains, N. Y. He has 
had seven years of life insurance ex- 
perience, as an agent for Mutual of 





W. G. Allison 


H. W. Somers 


New York and staff manager for Pru- 
dential, both in New York. 

W. Guy Allison has been appointed 
manager at Knoxville, Tenn. He en- 
tered the business in 1957 and has 
been with Connecticut Mutual in 
Knoxville. 


Midland Mutual Life 


Be 





D. H. Chanay, 
after several years 
with the company’s 
agency at Colum- 
bus, O., has been 
appointed general 
agent at Phoenix. 


% " 
TA ® 
D. H. Chanay 


All American L.&C. 


James S. Ellison has been appointed 
Oregon general agent and will develop 
that state and southern Washington. 
He will maintain headquarters in Mil- 
waukie, a suburb of Portland. He 
began in insurance in 1937 and sub- 
sequently became district manager in 
eastern Oregon for Equitable Society. 
In 1958 he went with Northwestern Na- 
tional Life as brokerage manager. He 


is a past president of Mid-Columbia 
Life Underwriters Assn. 

Edward J. Connolly has been named 
general agent for central and western 
Kentucky. His brother, John S. Con- 
nolly, will be associated with him as 
agency manager at Louisville. Edward 
Connolly began in insurance in New 
York state with New York Life for 
ordinary and Aetna for group in 1930. 
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He went with Life of Kentucky in 1957 
and led the company in dollar sales. 
John Connolly has been a_ salesman 
outside of the insurance business. 


CANADA LIFE—Gordon, Grant & 
Co. has been appointed general agents 
in Trinidad. Allan S. Outridge, who 
has 30 years’ experience in the area, 
has been named life manager. 




















consistent with safety. 





Indianapolis Life provides its general agents with a “complete 
package” for productive, profitable agency building. 


@ A full line of popular, modern, low-cost policies—/ife, accis 
dent, sickness, hospitalization, and major medical—backed by a 
company of unexcelled financial strength with an enviable 54 
year record of quality service to policyowners at the lowest cost 


@ A substantial training allowance together with all the tools for 
building a productive and profitable agency including: 


Career compensation plan, 

Production incentive agreement for new men, 
Basic and programming schools, 

Business and tax seminars, 

Check-o-matic and premium deposit plans, 
Special college senior plan. 


@ Liberal commissions for agents and general agents plus life- 
time service fees . . . hospitalization and major medical benefits 
-«. group life... and a non-contributory pension plan. 


Wa ter H. Huent, President 





ARNOLD Bere, C. L. U., Agency Vice-President 
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A Mutual Company: Founded 1905. 
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AGENCY OPPORTUNITIES in Colo., Conn., Fla., IlI., Ind., la., Ky., Mich., Minn., Mo., Neb., N. D., Ohio, S. D., Tenn., Tex., Wis. 
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= LOOK TO NORTHEASTERN LIFE 


New, lower rates on our $5,000 minimum 5 Year Renewable and Convertible 


Term Policy. Compare and you will see the selling advantages. 


Expansion program provides opportunities for qualified General Agents. 





NORTHEASTERN LIFE INSURANCE COMPANY OF NEW YORK 
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HieNATIONAL UNDERWRITER 


Editorial Comment 


New Breed Of Professional Man? 


wnless efforts to keep life insurance 
and mutual funds from being sold by 
the same person are a lot more suc- 
cessful than seems likely at the mo- 
ment, what is the outcome going to 
be? From the public’s point of view, 
what are the dangers and how can they 
be forestalled or at least minimized? 

The main danger appears to be that 
dual licensing will simply multiply the 
amount of incompetent and self-serv- 
ing advice being offered in both fields. 
The life agent who is on the border- 
line of failure will latch on to mutual 
funds as something he may be able 
to sell when the prospect won’t buy 
life insurance. The marginal mutual 
fund man will get a life insurance 
license so he can make a little some- 
thing on the term insurance he ad- 
vises his prospects to buy after cashing 
in their existing insurance to buy mu- 
tual funds. 

Or even a highly competent opera- 
tor in either field may get a license 
in the other for whatever business he 
may scoop up on the run, but without 
any intention of becoming a_ source 
of reliable advice. 

To prevent this sort of thing, should 
efforts be made to impose extra-strict 
professional standards on the man who 
is dually licensed? There would be 
sound basis for imposing and enforc- 
ing much stiffer standards of profes- 
sional conduct on the man who is sell- 
ing both insurance and equities and 
holding himself forth as an impartial 
adviser. A salesman for either life 
insurance or mutual funds is presumed 
by the buyer to be prejudiced, so the 
buyer is on his guard; he knows he 
should weigh conflicting claims and 
come to his own decision. 

But when a salesman is selling both 
life insurance and mutual funds (or 
any other type of securities) the pros- 
pect has no way of knowing whether 
the salesman is giving truly impartial, 
objective professional advice or is just 
selling both lines of merchandise to 
make a show of impartiality. 

These observations are prompted by 
an article by Edward Borg, chairman 
of All Funds, Inc., who is a life and 
qualifying member of the Million Dol- 
lar Round Table and a member of Assn. 


Advanced Life Underwriters, in the 
Mutual Fund Review. It is titled 
“Times Require a New Breed of Pro- 
fessional Man.” 

Discussing a plan of integrating life 
insurance and mutual fund shares de- 
scribed in THE NATIONAL UNDERWRITER 
of June 6, 1959, Mr. Borg wrote: 

“From the point of view of the mu- 
tual fund salesman and the insurance 
agent, this package is loaded with sales 
dynamite. With one signature both an 
equity and an insurance estate are 
instantly created. To sell such a pack- 
age, of course, which in effect becomes 
an integrated ‘third’ industry some- 
where between insurance and invest- 
ment, the salesman must be educated 
on the two sides of our traditional in- 
dustries. 

“To legitimately earn two simulta- 
neous commissions, he must know and 
understand both equity and insurance 
thinking on a level as professional as 
the service he renders. The salesman 
himself must become integrated. This 
would not be a role for a part-timer 
or peddler. He must, in truth, study 
both sides of our national economic 
picture. He must know and understand 
insurance and be able to professionally 
advise thereon and he must know and 
understand investments and be like- 
wise able to advise thereon. He must, 
in short, become a new breed of eco- 
nomic man, an integrated economic 
driver. 

“No longer, if he is an insurance 
man to start with, will he say, ‘Buy 
your insurance from me and if you 
wish to “gamble” see your investment 
broker after you’ve protected yourself 
through me.’ No longer, if he is an 
investment man to start with, will he 
‘your cash value dollar is rotting 


Say, 
away in your insurance policy, in- 
vaded by inflation, coinsuring more 


and more each year.’ 

“From now on he will say in effect: 
‘You need both insurance protection, 
in such and such form and amount, 
and equity investment protection 
against inflation in such and such an 
amount and form, and for the first 
time, in one scientific package, I can 
give you both.’ 

“Even now, before any ideal, truly 


integrated medium has been developed, 
there are some men and some firms 
which are trying, quite legitimately 
to extract the best from each industry. 
To combine these ‘bests,’ mechanically 
of necessity, into an economic product 
similar in character to the above inte- 
grated, hypothetical product is the 
goal of these men and these firms. 

“Inevitably, there have been prob- 
lems—problems due to industry com- 
petition, jealously and misunderstand- 
ing. For example, many insurance 
companies deny their agents permis- 
sion to enjoy dual registration and to 
sell and advise on investments. Many 
mutual fund men (including some who 
sell it for the extra buck) deplore in- 
surance, too many times all unknow- 
ing of insurance at all. And of course 
the public is the poorer. 

“The firm with which I am asso- 
ciated has for years been one of those 
few firms which have consistently at- 
tempted to utilize the best elements 
of the investment and insurance in- 
dustries. And we have tried to trans- 
late these intentions into concrete 
client benefits. We have rigorously 
maintained high standards in the se- 
lection of our representatives, who 
must be thoroughly dual-trained. We 
have developed comprehensive in- 
struction manuals for clients as well 
as representatives.” 

Mr. Borg’s emphasis on the rigorous 
training and instruction is ample tes- 
timony to the need for especially high 
professional standards for men who 
are selling—and inevitably advising— 
in the life insurance and _ securities 
fields at the same time. 

Theoretically, an excellent case can 
be made out for having one man or 
one firm give across-the-board finan- 
cial planning advice to clients. If a 
client’s situation is too complex for 
the scope of any one adviser, he can 
operate on a “clinic” basis or call in a 
specialist. But whether this theoreti- 
cally attractive concept works out in 
practice to the greater good of the 
client depends on practical considera- 
tions that are missing from the pic- 
ture drawn by the theorist. 

Granted that some men and funds 
will impose the strictest professional 
standards on themselves, what about 
the great number of life agents and 
mutual funds salesmen who handle 
each other’s products strictly as a 
sideline for what Mr. Borg refers to as 
the extra buck? Who is going to keep 
them in line? Should it be done by 
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the National Assn. of Securities Dea 
ers imposing and enforcing ey Mul 
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Should a professional organization , 
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prohibit dual licensing, at least yj emptiot 
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The rescue of a small boy from 
burning house by James Pfaff, c 
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at Chicago of Bankers Life of Joy. 
was related in much detail by Chicag 
papers this week. While passin 
through a Cleveland suburb, Mr, Pfaj 
and his wife spied a deaf-mute coup, 
gesticulating wildly in front of 
burning house. The couple led }\y 
Pfaff to a window, and after my 
difficulty, they were able to convey} 
him that a child was inside. Mr. Pf 
entered the building and groped j 
way through the smoke-filled ro 
until he found an unconscious Beyea 
old boy in a crib. He leaped throug 
the window to safety with the af 
After the successful rescue attemp 
Mr. Pfaff was treated for cut a 
burned hands. 


Don Parker, regional vice-presiden to 
of New York Life, has been elected 
trustee of International College, Be in 
rut, Lebanon. The college has an a 
rollment of more than 1,500 student 
representing 56 countries and 16 ¥ N 
ligious sects. It is the preparatoy cc 
school for the American University | 
Beirut, one of the oldest overs: O} 
educational institutions. Internation: fii 
College has just bought a new campy Sa 
of 90 acres and will build new build 
ings and classrooms at Beirut. le 

H. Bruce Palmer, president of Mutt \ 


Benefit Life, has been chosen instj H 
ance man of the year by Federation 















Insurance Counsel. At the organiz: H 
tion’s annual meeting at Miami Badd of 
he received a plaque and citation i ‘i 
his “significant contributions to t 2 
insurance industry consistent wind sa 
ideals and purposes of the federatiou sp 
Eugene T. O'Reilly, associate geney as 
agent at Chicago for John Haneod ha 
and Mrs. O’Reilly now have a bra pr 
new daughter, Nancy, born at Lit 
Company of Mary Hospital there. 7 co 
O’Reilly’s have three other daughtd 0 
and a son. \ 
ae wh 
we 
Deaths _ 
or 
Dr. J. KEITH GORDON, 64, medi 
director of Sun Life of Canada, diei - 
Montreal. He had been an officer ry) 
Sun Life for 35 years. He had seq] & 
as an associate professor of medic : 
at McGill University and as cha fl 
of the medical board of the Mon % 
General Hospital, of which he We bs 
7) 


governor. 


Mrs. DOROTHY C. MURPHY, “4 
of John W. Murphy, assistant vii 
president of Life of Virginia, died 
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rovision would appear to make it 
: ossible to atford voting rights with 
seit to group contracts in accord- 
me with their value. Therefore, ex- 
omption from section 18 (i) is re- 
yested insofar as necessary to avoid 
v aflict with this explicit statutory 
requirement. 


Contract-Holders Not Harmed 
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Exemption is also requested from 
section 18 (i) insofar as it might be 
deemed to require a vote with respect 
to the company’s outstanding class A 
stock. The considerations which justi- 
fy retention of the differences in divi- 
gent and liquidation rights under sec- 
tion 18 (f) apply equally to retention 
of the differences in voting rights of 
the two classes of stock. The interests 
of variable annuity contract-holders 
will in no way be adversely affected 
’@ by continuation of the existing voting 
provisions. . d 

Section 22 (e). Subject to certain 
exceptions, this provision requires a 
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(CONTINUED FROM PAGE 4) 


registered investment company to re- 
deem or repurchase its redeemable 
shares within seven days after they 
are tendered for redemption. This 
provision was intended to apply to 
the usual open-end company with 
freely traded redeemable _ shares. 
While contract holders of VALIC are 
to have a right of redemption, they 
obviously will not be purchasing their 
annuity contracts with a view to re- 
alizing a profit on the investment op- 
erations of the company separately 
from the annuity aspects of the con- 
tract. 


Claim Is Only One Element 


The contract-holder’s claim on as- 
sets in the event of redemption is only 
one element of the variable annuity 
contract. Should he surrender such 
contract he will be entitled to receive 
cash value. However, the company’s 
operations are geared to monthly val- 
uations and calculations. To require 
more frequent determinations of cash 
surrender value would impose a sub- 












after muc 
to a 
le. Mr. Pfe 
groped hi 
filled roo 
ious 3-year 
ped throug 
h the child 
ue attemp 
or cut an 


now-in S 
at 400 Mont 





ce-presideng 


on elected 
: e 

ole ®} }in the 13 Western States 
100 student ; . ; ie ; a. 
and 16 r North American Re’s “In Person” service to life insurance 
hig companies takes on new coast-to-coast meaning with the 
niversity f : : 3 : 
can opening of our western regional office. Now, for the 
nternation: first time, one of our experienced executives is located in 
plies San Francisco to assist in solving the many reinsurance prob- 
“ lems of life companies in the great West. 
nt of Mutuy We are pleased to welcome Assistant Vice President 
osen Insuy . : & . 
derail Herbert B. Marsh to his new post as manager of this office. 
e organizy Herb is a westerner with a thorough knowledge 
pvr of the operating problems of western life companies, 
citation : : ae , 
us wl and brings to his new position a strong background in 
nt with tf sales and administration. His availability in San Francisco 
federation spells more frequent, helpful contact with our clients... 
inte eal assures greater continuity and faster, more economical 
n Haneod handling over the entire range of reinsurance services 
ve : pe provided by North American Re to its hundreds of client 
n at Li 3 : 
there. companies the nation over. 
r daughie R P , 

Our thanks to the growing number of life company clients 
a 
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Our New Western Office... 
to Better Serve Life Companies 


who have made these expanded services and this new 

western facility possible. We cordially invite you to visit 

S Mr. Marsh at our new location, 400 Montgomery Street, 
or call him at EXbrook 7-5294. 
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Multi-Corporate Variable Annuity Setup No Longer Seen SEC Goal 


stantial hardship on the applicant. 

It will be a term of the variable an- 
nuity contract that, in the event of 
surrender, the cash surrender va'ue 
will be determined as of the end of the 
month in which the surrender occurs 
and payment of the amount due made 
within seven days thereefter. With the 
contract-holder put on notice of this 
limitation, there will be no unfairness 
in following the procedure outlined. 
Accordingly, exemption frem section 
22(e) is requested to the extent nec- 
essary to permit payment of the cash 
surrender value in the manner indi- 
cated. , 

Section 24(d). Section 3(a) (8) of 
the securities act of 1933, as amended 
(48 Stat. 74, 15 U.S.C. 77a) exempts 
from registration under that act any 
insurance or endowment policy or an- 
nuity contract issued by a corporation 
subject to the supervision of the insur- 
ance commissioner or an agency or 
officer performing like functions of any 
state or the District of Columbia. The 
first sentence of section 24(d) of the 


15 


1940 act makes such exemption in- 
applicable to any security of which an 
investment company is the issuer. 

As noted, applicant now issues life 
insurance policies and riders in com- 
bination with its variable annuity con- 
tracts, and hereafter may issue life 
insurance policies independently of its 
variable annuity contracts. Apart from 
applicant’s status under the 1940 act, 
the life insurance policies and riders 
issued and to be issued by applicant 
qualify for the section 3(a) (8) ex- 
emption. 


Cites Congress’s Intent 


Congress in adopting the first sen- 
tence of section 24(d), plainly did not 
intend to make the section 3(a) (8) 
exemption unavailable to a company 
such as applicant which is organized 
as a life insurance company, author- 
ized by its charter to do a life insur- 
ance business, and subject to a regula- 
tion by the insurance superintendent 
with respect to all of its operations 
(including those deemed to make it 
an investment company). 

It presumably was concerned with 
conventional investment companies 
which as an incident to their business 





ON “AGENTS’ 


clients. 








WE SAID IT... 
AND WE’RE GLAD! 


JUST WHERE DO WE STAND 
RETIREMENT”? 


We believe that the men and women who devote 
their full time and talents to life insurance selling 
should have the opportunity to achieve the same 
degree of financial independence they offer their 


Our Agents’ Retirement Plan gives more than lip 
service to this belief. The plan, which is optional, is 
based upon regular deposits by the agent which 
are duplicated by the company. Regular retirement 
income, provided minimum service requirements 
are met, can start as early as age 55. Lifetime re- 
newals, which continue after retirement, supply 
additional ‘‘take-it-easy” dollars. 


Yes, when it comes to the agents’ retirement ques- 
tion, we believe that the cobbler’s children should 
wear shoes! To further this concept, we'll gladly 
send details of ou: own plan to any company which 
may be considering a similar program. 


This series of advertisements first appeared in 1947, Since 


then, we've grown from $'% billion to $2'% billion in force. 


Our philosophy has not changed . . . our size has quintupled. 
We like to think these and other basic beliefs had some- 


thing to do with it. 


CALIFORNIA-WESTERN STATES LIFE 


INSURANCE 


COMPANY 


HOME OFFICE: SACRAMENTO 








16 FieNATIONAL UNDERWRITER August 22, ied Augu 


might provide benefits which could be is not required for the PTOtection | 
deemed to be insurance (see section contract-holders buying a def, Oh: 
28(a) (2) (G) of the 1940 act). The annuity by installment pa; ments, In. 

insurance laws of the District of Col- its dealings with CONiract-holge, 

umbia and the states in which appli- WVALIC functions as a regulate ing stocks, 
cant does business apply as fully to ance company. As such, it is Subje) mutua 
its life insurance operations as to those to extensive and detailed Superyig descril 























of other life insurance companies. and inspection by the insurance Supe ners” | 

¢ intendent, as already noted. Such nt unusui 

' h Unaffected By U. S. Regulation trol provides ample assurance ag . permit 
"7 LY The Voice of Foundation The protections afforded by such misfeasance, and affords the essenig that tl 
i \K A laws are not diminished by the addi- Protection which a trusteeship yy§ traine 
Speaks with tional federal regulation to which Section 26(a) (2) would provide § Mr. 


VALIC has been subjected. According- Such circumstances, imposition of yg insura 
administrative handicaps and expe interes 


ly, there is no practical need for the nd 


AU I HORI I \ protections of the 1933 act with respect Which compliance with such seqj,§ bution 
would involve is unnecessary ag life ag 


to the life insurance policies issued and 


to be issued by applicant. For the imappropriate. funds 
reasons indicated, applicant requests ‘Orphanage’ Not A Problem charac 
exemption from the first sentence of Need } 


Section 26(a) (3) is designed to py 


The people at The Foundation make it a point to Anow section 24(d). << % re 
vent “orphanage” by providing tha © The 


what theyre talking about . . . whether it’s the con- Section 27(c) (2). Section 27(c) (2) Sh ec ap 
scl ciate 1 aii acs Taare requires the proceeds of payments the trustee of the ee opiniol 
tents of an actuarial tab e or a monthly balance sheet. with respect to periodic payment plan may not resign except in the event sponso 
certificates to be deposited with a pap a ages trust or Teo careful 

trustee or custodian having the quali- © 2 @Ualltied successor. There js tions 
THE FOUNDATION GROUP fications prescribed in sie lance (1) Teason to fear orphanage in the situa license 

Ss ; of section 26(a) for trustees of unit tion here presented. VALIC Will hag accept 
MEMBERS HAVE AT investment trusts and to be held by ———, . —— — legisla 
S £ such trustee or custodian under an ‘© Contract-holders to provide theg partme 

THEIR COMMAND: agreement containing in substance the with lifetime variable benefits. Uni public 


no condition can it legally abrogyg —— — 
such undertakings. VALIC’s status ; 
a regulated insurance company pr, 
vides substantial protection again 


provisions required by section 26(a) 
; ; ‘4 (2) and (3) for trust indentures of 
\ complete service to handle such time absorbing ih a ee 


functions as actuarial, accounting, tabulating. audit- pe ; . 
: ee aha ‘ ee Periodic Payment Purchases the hazards at which section 27(¢) () 
ing. underwriting, policy issue, premium billing and a Section 26(a) (2) deals with the isaimed. be ; 
host of others. situation where shares in an invest- The portfolio securities of VALI No. 
ment company are being purchased on posed pg Ss 2 be main enlig 
row r a periodic payment basis, and is de- ‘alned on deposit wi ocal insurane eS 
APPLY NOW TO BECOME signed to ensure by means of a trustee authorities, will be held by a a ro? 
A MEMBER OF or custodian that the net proceeds from todian under arrangements complyin 
} such payments are duly applied to the With section 17(f) of the 1940 aig pers 
THE FOUNDATION GROUP purchase of such shares and that the Under such circumstances, no justi 


cation exists for requiring the esta) 


shares being acquired over a period of “© , une 
lishment of a unit investment trust ¢ 


time, including those purchased by + ; , 
reinvestment of distributions, are its equivalent. Accordingly, an exem 
tion from section 27(c) (2) is r 


Box 321, Northside Station Atlanta 5, Georgia credited to the purchaser’s account and 
will be received by him upon comple- quested for VALIC. 


tion of his plan. 
Such a trusteeship or custodianship Continental Assurance 
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Assurance rose $276,365,096 to $5,6% 
085,803 in the first half of 1959. Ne 
gain from operations was $2,0774 
compared with $3,424,565 in the fix N 
six months of 1958. Chairman Ro 





Insurance in force of Continent 
with a career contract that offers you: 


Completely Vested Renewals sis montha of 1008. Chae 7 
e ° e e uc relter attribute e less 1avor 
for the premium paying period of the policy. able showiie 40 the ieaeash ane SE 
i H federal income tax law and to ke 
Substantial override for general agents. jcrcnthie taustelae io Se — 


months of the year. 

Policyholders’ surplus amounted } 
$63,967,600 on June 30, compar 
with $54.568,118 at the middle of 195 ; 
Assets increased $78,498,301 to $623 
| 027,733. 

Indianapolis Life has been licens 
in West Virginia. 


) | | 
to Purpose... scstoryoursen | || A QEFVICE Guides|! | 
1 onstancy omel . ar cae aaa 
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( ae) success \s cer men and anil | agent’s kit. Get full de- ACTUARIAL COMPUTING " 
e secre ith our car tails by contacting your SERVICE, INC. 


Accident and Sickness Plans 
— “Your Partner for Life’. 





With Central Standard Life’s career contract, you can 
plan for your retirement ea create an estate for your family 


Kenjoy liberal underwriting > join an agency-minded organization 
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seved W local Central Standard 
s has been achie 57 405,426 i General Agent or: John 1389 Peachtree Street 
Our succes roe! $39 ') 284,88 A = M.. Laflin, Vice President N. E., Atlanta 8, Georgi 
in Fore" $107; 91 874 and Agency Director. P P.O. Box 6192, Tel 
Asser 14,59" ~*" — -TRinity 5-6727. 
sure“ 
CENTRAL STANDARD LIFE! {  conrvema: xeconarions 
Trunded (V5 — INSURANCE COMPANY ween an Rett 
211 W. Wacker Drive Chicago 6, Illinois RALPH F. COLTON OVER 
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Ohio Lacks Power To Bar Dual Licensing 


(CONTINUED FROM PAGE 1) 


stocks, bonds, and securities such as 
mutual funds by life agents who 
describe themselves as “estate plan- 
ners” or “financial advisers” places an 
ynusual burden upon the companies 
permitting such a procedure to see 
that the dually licensed agent is well 


trained. . ‘ 
Mr. Stowell pointed out that while 
insurance companies have become 


interested in the ownership and distri- 
bution of mutual funds and have used 
life agents for such distribution, the 
funds themselves have few, if any, 
characteristics of insurance. 


Need Meticulous Supervision 


The department further is of the 
opinion that insurance companies 
sponsoring such funds will need to 
carefully supervise the recommenda- 
tions and activities of the dually- 
licensed agent and that failure to 
accept this responsibility will invite 
legislative action in addition to de- 
partmental proceedings to protect the 
public from agents who recommend or 


encourage the transfer by loan or 
surrender of existing life insurance 
values to securities or mutual funds. 

The department has under consider- 
ation the feasibility of revising its 
examination and licensing procedure 
as it relates to the dually-licensed 
agent. In all probability, this matter 
will be referred to the 14-man life in- 
surance advisory committee recently 
created by Gov. DiSalle. 

At the same time, this committee 
will be asked to assist in the promul- 
gation of licensing requirements for 
agents who desire to sell variable 
annuities. While the variable annuity 
is not currently available in Ohio, the 
department is meeting with represen- 
tatives of several companies seeking 
authority to market the variable an- 
nuity in Ohio. The department expects 
to act on those applications at an early 
date. Superintendent Stowell indicated 
that Attorney-general McElroy may be 
asked to rule on certain aspects of the 
regulation of the variable annuity by 
the insurance department. 
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enlightening 
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Glue-Footed Rainstander 


Not enough sense to come out of the rain—not enough, even to 
check on ANICO’s complete line of competitive plans and unique 
specials. Have you checked with ANICO? 


OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRE- 
SENTATIVES, BROKERS AND 





ANICO SALES LEADERS 


Family Policy. 
$10,000 minimum special. 
$25,000 minimum special. 

Life with Family Income 
to age 65. 
Income Conversion Rider. 
Annuities. 
All forms of A&H. 


SPECIAL BROKERS 
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7 
* ALL AMERICAN 
*& 
LIFE & CASUALTY COMPANY BELIEVES... * 
* * 
‘ “Men gravitate to what is best for e 


themselves and their families.” 


* * 


* * 


* * 
Wg ge ge ee oe F 
Why notinvestigate NOW one of the most talked about companies in America 


and learn the startling facts about Democracy in action—threug* the out- 
standing contracts and policies of All American Life & Casualty Company. 









WRITE: 

Mr. E. E. Ballard, President, All American 
Life & Casualty Company. All American 
Building, 505 Park Place, Park Ridge, Illinois. 





ALL . AMERICAN 
Onsualty 





Company CHICAGO, ILLINOIS 


co” 
: 7 Cc 


General Offices: ALL AMERICAN BUILDING, 


PARK RIDGE, ILLINOIS 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 

2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 


| ACTUARIES 


BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 


MANAGEMENT CONSULTANTS 
LIFE — FIRE— CASUALTY 
EMPLOYEE BENEFIT PLANS 

RICHMOND ATLANTA NEW YORK 
PORTLAND DALLAS MIAMI 


























DONALD F. CAMPBELL 


Censulting Actuary 
Suite 2011 


139 N. Clark St. 





NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 


Chicago 2, Ill. 

















CHASE CONOVER & CO. 


CensuHing Actuaries 
and Insurance Accountants 
Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, Ill. 











THE 





HOWARD E. COMPANY 


INCORPORATED 












Inquiries about these or other openings for 
those with special qualifications and experi- 
ence will receive prompt attention and answer. 


Complete line of 
mortgage protection. 
Pre-Authorized Check Plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy. 


For information address: 
COORDINATOR OF SALES 











INSURANCE Co. 


GALVESTON, TEXAS 


OVER FOUR AND ONE HALF BILLIONS OF INSURANCE IN FORCE 


XUM 


Consulting Actuaries 
2859 N. MERIDIAN ST. »« INDIANAPOLIS 7, IND. 


COATES, HERFURTH & 











ENGLAND 
Censulting Actuaries 
San Francisco Benver los Angeles 








RINTYE, STRIBLING 





& ASSOCIATES 
WILLIAM C. CONLEY Consulting i A 
Pension ConsvHants 


William-Oliver Bldg. 
sAckson 3-7771 


Act z, 





Consulting Actuary Atlanta 








Lansing and Detroit, Michigan 
811 American Bank Bidg., Lansing 68, Mich. 














Saati 4) Se & & 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 


E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 


Bourse Buildin. 
Phila. 6, Penna. 


Consulting Actuaries 


Accountants 











New York 17, N. Y. 
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Court Rules Double 
A&S Payment In Order 


A person with two hospital and 
life medical insurance policies is en- 
titled to collect full benefits from 
both for the same operation, District 
Judge Richard J. Burke at Salem, 
Ore., has ruled. The decision, believed 
to be the first of its type in the state, 
ordered Northwest Hospital Service to 
pay $175 in medical surgical benefits 
to the policyholder under Blue Cross. 
Oregon Physician’s Service had pre- 
viously paid that amount to the poli- 
cyholder’s doctor for an _ operation. 
Plaintiff sued Blue Cross, which re- 
fused to pay on the grounds that ben- 
efits had already been received under 


another policy. 


In ruling that Blue Cross was liable 
for the payment, Judge Burke said 
that the policy failed to state it would 


HieNATIONAL UNDERWRITER 


not pay benefits if received from an- 
other insurer. The Blue Cross policy 
also did not provide prorated payments 
if the insured person was covered by 
another policy, the judge declared. It 
was also brought out in court that 
Blue Cross had paid the hospital bill 
of $389 and that amount was later 
obtained without going to court from 
Oregon Physicians Service. 

In answering the Blue Cross argu- 
ment that the plaintiff would be un- 
justly enriched by double payment, 
the judge stated: “By the same token 
the defendant will be unjustly en- 
riched if a recovery is not allowed by 
virtue of the premium or _ subscrip- 
tion charges paid to it by the plain- 
tiff. The court is again mindful that 
the defendant prepared this contract 
and could have especially provided 
against liability under these circum- 
stances.” 





WANT ADS . 


Rates—$22 per inch per insertion—I1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Beadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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Wanted 
ACTUARIAL MAN 


to aid in the operations and development of a 
relotively new and growing Actuarial program 
of a highly respected company in the A&H 
insurance field in Chicago. A young man be- 
tween 25 cnd 35 of draft-exempt status with 
training and/or experience in Actuarial work, 
and ambition, drive and thoroughness to con- 
tribute to and develop with the future growth 
of this program. All replies will be held con- 
fidential. 
Contact—Mr. Hill 
Tele.: MOhawk 4-7100 
Chicago, lil. 

Or Write: Box H-80, c/o The National 
Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 








PRODUCTION 
HUNGRY? 


Need additional $10,000,000 in Life Production, 
plus extra $250,000 premium incorne th's year? 
We are production specialists. We build agency 
forces for new stock companies to get you over 
the hump. Our production stimulates tremen- 
dously your stock sales. Work on straight com- 
mission basis. Top of 60% on Life. No advances 
or salaries. We have the money, experience, and 
man power to do the job pronto. We build it 
for you and you take it over. Won't interfere 
with present agency operation. We charge only 
for results. Just completed successful deal and 
ready for another. We can operate in all 48 
states. For full information, write: AGENCY- 
BUILDERS, Box 1431, Springfield, III. 














MILITARY SPECIALIST 


Eastern life insurance company interested in 
four life underwriters specializing in military 
business. Men chosen must be able to build own 
production units. Reply confidentially. Box J-19, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 





ASSOCIATE EDITOR 


wanted by major life insurance company to 
wr'te and edit articles for agents' and sales 
managers’ publications. Must be effective in 
meeting deadlines, handling production, and 
dealing with field and Home Office authors. 
Minimum of two years’ experience on company 
sales maqazine or in sales promotion depart- 
ment of life insurance company. College grad- 





uate to age 30 preferred. Please send résumé 
and samples of your writing to Personnel De- 
partment A-2. 
Aetna Life Affiliated Companies 
151 Farmington Avenue 
Hartford 15, Connecticut 














RESIDENT AGENT OPPORTUNITY 


Unprecedented response to new and exclusive 
credit card insurance plan has created openings 
for resident agents in selected areas. Program 
underwritten by life and disability companies in 
conjunction with Nation's No. | credit card or- 
ganization. Appointments available in each area 
(except in Kansas, Nebraska, New Jersey, and 
South Dakota) to alert, independent agents and 
brokers. Please give details your agency, expe- 
rience, number of accounts for circularization 
purposes, present affiliations and type of licenses 
held, first letter. Write Box J-25, c/o The 
National Underwriter Co., 175 W. Jackson Bivd.. 
Chicago 4, Ill. 








ACTUARY 
A national Pension Consulting Firm has attrac- 
tive position open in Midwestern metropolitan 
city for Actuarial Student. Excellent opportunities 
for advancement. Previous Pension experience 
desirable but not necessary. Submit details rela- 
tive to education and work history to Box H-87, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








REGIONAL SUPERINTENDENT 


Do you need a Resident Supervisor and Agency 
Builder in central area of U. S.? Are you look- 
ing for a mature, experienced, dependable, 
capable, respected and successful man for the 
position? Then let's get together. Write Box J-20, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 





CAREER MANAGEMENT 

OPPORTUNITY 
Company desires a state manager for the states 
of North Carolina, Pennsylvania, and Georgia. 
Need not be located in state. Must b2 well versed 
in LIAMA training and supervisory methods. Ex- 
cellent salary, plus liberal overrides. Replies held 
in strictest confidence. Address Box J-3, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








HOME OFFICE FIELD SUPERVISOR 
Life Insurance company desires Home Office Field 
Supervisor. Must have successful personal produc- 
tion record in a Career Agency Operation. No man- 
agement experience required. Will be trained for 
position as Superintendent of Agencies or Associate 
Branch Manager. Salary $5000 to $6600 per yr. 
Reply confidentially to Box H-21, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 4, 
Illinois. 








ATTORNEY DESIRES POSITION, OTHER THAN SELL- 
ING WITH AN INSURANCE COMPANY OR GENERAL 
AGENCY. RELEVANT BACKGROUND CONSISTS OF 
LA” FIRM EXPERIENCE, AND EXPERIENCE IN THE 
EMPLOYEE PENSION PLAN IN GROUP HEALTH 
INSURANCE FIELD. PRESENT EMPLOYMENT IS THAT 
OF A STATE INSURANCE COMPANY EXAMINER. 
REPLY BOX J-21, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, III. 








OVERSEAS MANAGEMENT 
OPPORTUNITY 


Managers in foreign countries wanted to contact 
life underwriters who are experienced in foreign 
markets. Manager will supervise merchandising of 
an exclusive program that has great appeal to 
overseas government and military personnel. Re- 
plies in strictest confidence. Write Box J-13, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Il. 

















persistency award. 


Canadians Buy More Richard Plasschaert, American Unite Fo, 
Life Cover In First Half Also, Rollie Slotten, Inter-State 4. D 


June purchases of life insurance surance, membership; Nat Robb, Qj, 
by Canadians amounting to $555 mil- onial L.&A., association; Harold Wa, 
lion brought the aggregate for the first ers, Illinois Mutual L.&C., special py, 
half of 1959 to $3,021 million, 11% motion; Earle Bennett, Provide, 


higher than the $2,731 million record L.&A., public relations; E. H. O’Conno 


total of the same period in 1958, ac- Insurance Economics Society, legig, 
cording to Canadian Life Insurance tion; Wallace Clapp, Eastern Unde. 
Officers Assn. writer, publicity; Jay De Young, p. 


The amount of life insurance bought Young & Associates, Gordon award 


by Canadians in the first half year was James Robb, Mutual Benefit Hg, 
more than double the $1,318 million recording; Jack Olson, Combined , 
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put into force during the corresponding Chicago, convention; W. H. Peters (Higher 


period in 1954. Nearly four times as American United Life, education; Jy, 





much has been purchased so far in ing Wessman, America Fore Loyajy Beng 


1959 as was in the first half of 1949, group, distinguished service away; 


when sales amounted to $818 million. Webster Hurley, Bankers L.&C, x. 

Sales of ordinary life reached $2,199 sociate company; Gibson Wrigh; 
million in the first six months com- Wright agency, sustaining membe. 
pared with $2,166 million in the same ship, and Gail Shoup, Lincoln Nation 


period in 1958, an increase of 2%. Life, finance. 





Industrial life sales continued to de- See 


cline slightly with sales of $45 million e 

as against $51 million. Group sales in C t 

the six-month period rose from $514 onven ions 
million in 1958 to $777 million, an in- 


or 
crease of 51%. Commercial Travelers Insurance Ofrganiz; 


Aug. 31-Sept. 2, International Federation 


: Bcompal 







tions, annual, Broadmoor Hotel, Colotaj term d. 


Springs. 


Automobiles Killing Sept. 1-4, National Insurance Assn., anny 


Sherman Hotel, Chicago. 






o Sept. 11-12, Southwest Management Confe. B44, 
Better Insured People ence, Statler Hotel, Dallas. ~ yey 
rehi ities > 200 . Sept. 20-23, National Fraternal Congress \ Sh 
Motor vehicle fatalities are account Aantcien, sumeael Sheraton Beta a d certain 


ing for a rapidly increasing toll of life phia. 

insurance policy claim payments, the Sept. 20-25, National Assn. of Life Underwn 
$63 million paid out in the first half of 
this year comparing with $55 million 
a year ago and $39 million five years ~ Sheraton Hotel, Philadelphia. 


delphia. 


ago, according to Institute of Life Sept. 27-30, International Claim Assn., annu, 


Insurance Americana Hotel, Miami Beach. 


The number of motor vehicle fatality annual, Edgewater Beach Hotel, Chicago, 


ers, annual, Bellevue-Stratford Hotel, Phi. 





Sept. 21, Fraternal Actuarial Assn., ann for on 


Sept. 28-30, Life Office Management Am fits plan 


claims was the same this year as last Oct. 12-13, Conference of Actuaries in Pubic the ter 


in 1954, Practice, annual, Drake Hotel, Chicago, 
Oct. 12-16, American Life Convention, ann 
Edgewater Beach Hotel, Chicago. 


and only 10% more than 
reflecting a rise of nearly 50% in 


average size of claim in the five years. Oct. 26-28, Life Advertisers Assn., ann 


Drake Hotel, Chicago. 


= . 28-30, f H ; 
IAAHU Committee Heads OF ee anal Cintas teed, a 


|B regular 
Minimu 

Sectic 
and cor 


4 Oct. 29-31, Mid-West M. t Conferene §t0 pre: 
Named For 1959-60 Terms ‘nnd, French Tick ‘Springs Hotel Frens ak b 


Lick, Ind. 

International Assn. of A&H Under- Nov. 9-11, Society of Actuaries, ann 
writers has named the following com- , 
mittee chairmen for 1959-60: Glenn “W:,9"3, tiAMA. annual, Queen Eliza 
Brooks, Southland Life, programing; Nov. 12-13, New York Life Underwriters As 


| pminimu 


Greenbrier, White Sulphur Springs, W. Vs. Binvolvin 


NM should i 
which a 


John Symanitz, Inter-State Assurance, fall delegate meeting, Sheraton Inn, Bing§sufficien 


hamton. 


memorial; J. Will Paull, Detroit Mu- 


Nov. 16-18, Health Insurance Assn., individual 


insuranc 


tual, Leading Producers Round Table; insurance forum, Biltmore Hotel, New Yorp°Y loan 


for that 








company 
offers lhe important ltlle catvas 
that butld extra big sales success 


NORTH AMERICAN LIFE 
fasurance Conpany OF CHICAGO 


Charles G. Ashbrook, President 
Ronald D. Rogers, CLU, Agency Vice President 





North American Building Chicago 3, Illin =i. 
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213 to minimum deposit premiums is 
this: the justification alleged for mak- 
‘ng the expense limitation statute ap- 
ly extraterritorially is that anything 
that might impair solvency, such as 





-Bextravagant acquisition cost, must be 


curbed outside the state as well as 
inside it, if the company’s New York 
policyholders are to be protected. 


Higher Lapse Rates Possible 
The only possible effect that mini- 


valty § num deposit plans might have on a 
‘company’s financial welfare would be 


ausing higher lapse rates if the busi- 
ness were poorly underwritten. The 
ssibility that lapse rates could ever 
get so out of hand as to endanger a 
company’s solvency is regarded by the 
Hregulation’s critics as absurd, and 
hence a re-definition of “premiums” 
in figuring expense margins is held 
to be stretching section 213 beyond 
the breaking point. 

Section 3, dealing with the one-year 
term dividend option, is another baf- 
fler. Its opening sentence seems to 
say that the section deals only with 
“eompanies which limit the availabili- 
ty of the fifth dividend option . . . to 
certain plans. . .” Then it goes on to 
prohibit “issuing insurance thereunder 
at rates which are unspecified or are 
less than their regular premium rates 
for one-year term insurance.” Does 
this mean that if a company were to 
apply the fifth dividend option to all 
its plans it would not need to specify 
the premium rates and could write 
the term coverage at less than the 
regular one-year term rate? 


Minimum Deposit Only? 


Section 4, dealing with illustrations 
and comparisons, says that “in order 
to present clearly the decreasing 
death benefit and increasing cost of 
minimum deposit policies, illustrations 
involving the fifth dividend option 
should indicate the policy duration at 
which available dividends become in- 


on Inn, Big §sufficient to purchase one-year term 


ssn., individual 
tel, New York 


insurance equal to the maximum poli- 
cy loan and should include the figures 
ffor that policy year and at least the 
succeeding five policy years.” 

But does an illustration involving a 
fifth dividend option where there is 
no minimum deposit plan or where a 
bank loan is used require this long- 
term projection? It could be construed 
as meaning only policies having the 
minimum deposit feature—or it could 
be interpreted to mean all illustrations 
involving the fifth dividend option, on 
the ground that there is always a 
Sigg deposit potential in the pic- 
ure, 





Replacement Notification 


Section 5, dealing with safeguards 
fgainst replacement of existing insur- 
ie, has aroused much discussion. 
his requires a company to have in 
lis files a statement, over the appli- 
ant’s signature, indicating whether 
Pe New insurance is to replace old 
surance or not. The regulation goes 
m to say that where an affirmative 
Fiswer is given “it is considered in 
le public interest” that an opportuni- 
} to present the facts to the insured 
* Sven the insurer which issued the 
isting insurance so that the insured 





The Hunken agency of Connecticut 
a Life, Chicago, paid for $2,532,- 
) of annual premium life insurance 
nd $126,140 of annuities during July. 


ngs annual premium was $40 per 
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the public interest,’ used by the de- violating federal and possible state 


Divergent Strategies For Regulation 39 partment. Because of this possible anti-trust laws. U.S. public law 15 


lack of authority there is an aware- permits companies to do things that 


(CONTINUED FROM PAGE 1) ness of the danger that to hold up would be anti-trust violations if done 


may have the benefit of all informa- issuance of a new contract while in the absence of a state directive— 
tion from both companies as a basis waiting for another company to get in but obviously the directive must be 
for a decision in his best interests. its licks with the insured might be firmly grounded in the:state’s law. 
There is some doubt that the de- 
partment has the legal authority to 


require a company to notify another O di Si k & A id 
that its insurance is about to be re- ufstan Ing IC ness CCl ent 
placed—a doubt that may be reflected 


ie swe t Demers’ | INCOME PROTECTION 


Great American Reserve 
Buys Fire, Casualty Co. 


(CONTINUED FROM PAGE 1) 








Non-cancellable, guaranteed renewable to Age 65—at guaran- 
teed premium rates, non-aggregate, no house confinement, 
of other life company personnel are optional hospital-surgical-medical benefits. Sickness 
to serve in a dual capacity for the fire benefits from-one year to Age 65—Accident from 
and casualty affiliate. Stockholders of ate two years to lifetime. (Also participating life 


Great American Reserve, a majority of Wr , d all f : ; 
whom are euiplaved ie: thle heme offies insurance and all types of group insurance! ) 


and in the field, will own the entire 
assets of the new company, which 
now has a capital structure of $1 mil- 
lion. No stock will be available for out- 
side purchase. It is anticipated the — — 
first policies will be offered to the pub- ~~ Loyat Protective Lire INSURANCE COMPANY 
lic, exclusively through the life com- 
pany’s field force, in late September or BOSTON 15, MASSACHUSETTS 
early October. 








Expansion program provides openings for 
qualified General Agents in selected areas. 








LIFE WITH 
PROVIDENT 


‘ ERR 





The New Sales Technique 


A sales technique which provides the same dramatic, 
forceful presentation every time is bound to draw 
more than casual interest from a life insurance sales- 
man. In recent months many producers have been 
making profitable use of a new audio-visual filmstrip 
presentation. The filmstrip has proved to be an excel- 
lent door opener and a tremendous influence in closing 
sales. The filmstrip is the latest addition to a wide 
range of Provident sales promotional material, all 
designed to help Provident life producers achieve the 


highest possible success in life insurance selling. 


PROVIDENT LIFE © ACCIDENT © SICKNESS 


LIFE AND ACCIDENT HOSPITAL ® SURGICAL © MEDICAL 
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COAST to COAST 


WESTERN AND SOUTHERN LIFE. .. is bringing 2 


new kind of personal protection to millions of policyholders and prospects 
throughout the nation. With the Company’s unique ‘‘Guide to Security”’, 
representatives of Western and Southern are equipped to provide a com- 


plete insurance programming service for every personal and business need. 


THE WESTERN AND SOUTHERN > 
LIFE INSURANCE COMPANY 


CINCINNATI, OHIO * A MUTUAL COMPANY « WILLIAM C. SAFFORD, PRES. 
, REGIONAL OFFICES: 
Philadelphia, Pa. ¢ Asheville, N. C. © St. Louis, Mo. « Galveston, Texas ¢ Los Angeles, Calif. 
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